"And my father," said Myron, "was
pretty easy-going and always did like
drinking and swapping stories with the
boys, and my mother was hard-driven
taking care of us, and I heard a lot of
filth from the hoboes up near the water
tank. Maybe just sort of as a reaction
IVe become almost too much of a crank
about paying debts, and fussing over my
work, and being scared of liquor and
women. But my rearing did have one
swell result. Just-by way of contrast, it
made me a good sound, old-fashioned
New England Puritan."

Individuals in the same culture, even in the
same family, differ enormously in the strength
and variety of their needs. One person may have
a constant, burning desire to increase his
professional or military status. The need to get
ahead is that person's paramount need and it
will flavor all activities such as helping to
determine who will be the person's friend or
spouse. Further, the drive to get ahead will play
a large role in determining the quantity and
quality of the person's work and the person's
attitudes toward and relations with superiors
and subordinates. Another person may have
such a strong need for sociability that friends are
chosen instead of "success," that "getting
ahead" is relatively unimportant. Still another
person may need food or sex much more often
and iti greater quantities than does another. One
may spend a lifetime seeking economic security
while another hunts for adventure and variety.

CLASSES OF HUMAN NEEDS

Each person is different from any other
person. Although each person has unique needs,
people have many needs in common. People, as
they grow and develop, are subject to similar
experiences in the family, the school, and
society. Therefore, despite wide individual
differences, people within our culture display
certain common characteristics.

Identifying and classifying the needs that
influence human behavior according to their
relative importance are important tools in

understanding human behavior. We need a
classification simple enough to be practical yet
broad enough to cover observed behavior. At
best, any possible classification cannot be
all-inclusive because some needs defy
classification in neat categories and the
comparative value of needs do fluctuate.

All people have five common needs. These
needs may be pictured on a triangle, or pyramid,
with the basic needs lying at the base with the
increasingly more complex needs layered toward
the top. Starting from the bottom, the needs
arranged in order of their relative importance are
(a) survival, (b) security, (c) social, (d) ego, and
(e) growth, (See figure 1-1.)

After each discussion of the security, social,
status, and self-fulfillment needs, we shall
describe the leadership behavior of people who
are continually motivated by that type need,
Warning: each leader type is considered in pure
form, even though we seldom find such
hard-and-fast cases. Most people tend to possess
some of the characteristics of each of these
types. Admittedly, this is a theoretical treatment
but there is much evidence that the dominant
level of motivation explains a great deal of
behavior.

As you read, you can probably identify
persons who appear to conform to the type
described. But the intent is to encourage you to
identify your own needss behavior, and goals.

SURVIVAL NEEDS

The survival needs are the built-in needs that
are related to physical survival and include such
things as air, food, water, and shelter. They are
basic needs and are placed at the first level
because of their power to cause our behavior.
Suppose you were forced under water. Your
need for air will compel you to the most violent
physical efforts to get back to the surface for
air.

You, as an honest, law-abiding citizen would
never steal. Yet if you could obtain no food for
4 or 5 days, and then you had the opportunity
to steal a loaf of bread, what would you do?
When the survival needs are not satisfied, they
induce a person to go to great extremes to meet
them. When such needs are felt they motivate
more strongly than any other type of need.

1-6 joys of the
